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Lead
Lag

Financial
Strategic Objective

Measurement Process
Strategic Objective Measurement

Customer Learning

• Growth Orientation
&

Financial Strength
Cash
Revenue -
2004
Margin
Annual growth
ROIC

• Process Improvement Defect Rate
ROI on Improvements
Productivity Improvement (O/H)• Integrated Planning & 

Forecasting
% Functional Groups in Plans
Performance to Plan• FEOTB - Market, Capture, 

Propose Funnel of Opportunities
Balance of Business Portfolio
Capture Rate
ROIC

• Develop Business Solutions /
Products & Services Product Development Cycle Time

% License & Maintenance Fees / Sales

• Meet Commitments, 
Expectations
Easy to do Business with

Gate 5 reviews
Composite award fee 
SPI
CPI

Strategic Objective Measurement

• Protect, Expand, Diversify 
Customer Base

# of New Acquisition Sources
Market Share

Strategic Objective Measurement
• Share Best Practices and

Lessons Learned 
Build / Reuse Ratio
Gate II Completion

• Focused People Strategy Strategic Job Coverage Ratio
# Successors / Critical Positions
Retention Rate

• Skill Development Critical Skill / Need Ratio
Skill Training Plan
Performance to Plan

• Investment - People, Assets,
Technology 

Targeted R&D to Sales
Actual R&D to Sales
ROIC

BALANCED SCORECARD

Negotiation metric
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DR. AARON N. SILVER--BALANCED SCORECARD--DATA(CUSTAB01.STA)
REGRESSION MODEL--FILE#:BALLIN01.STG--DECEMBER 13, 2002
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POTENTIAL CUST.=940.4-149.037*x+5.534*x^2+0.3*x^3-0.025*x^4+4.726e-4*x^5+eps
ACQUIRED (WORD)=-4.855+22.707*x-4.904*x^2+0.406*x^3-0.015*x^4+2.043e-4*x^5+eps
CUSTOMERS=75.489+153.334*x-23.13*x^2+1.626*x^3-0.054*x^4+6.949e-4*x^5+eps
LOSING CUST.=-52.919+60.37*x-10.441*x^2+0.729*x^3-0.023*x^4+2.688e-4*x^5+eps

POTENTIAL CUSTOMERS (LEFT SCALE)
ACQUIRED CUSTOMERS (WORD)--RIGHT SCALE
CUSTOMERS (LEFT SCALE)
LOSING CUSTOMERS (RIGHT SCALE)

LOSING CUSTOMERS (RIGHT SCALE)

CUSTOMERS (LEFT SCALE)

POTENTIAL CUSTOMERS (LEFT SCALE)

ACQUIRED CUSTOMERS (RIGHT SCALE)
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DR. AARON N. SILVER--BALANCED SCORECARD--DATA(CUSTAB01.STA)
QUADRATIC PREDICTION MODEL--FILE#:BAL3D1A.STG--DECEMBER 13, 2002
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z=3.406+0.4*x-0.787*y-4.322e-4*x*x-0.004*x*y+0.051*y*y
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DR. AARON N. SILVER--BALANCED SCORECARD--DATA(CUSTAB01.STA)
QUADRATIC PREDICTION MODEL--FILE#:BAL4D1A.STG--DECEMBER 13, 2002
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POTENTIAL CUST.: > 90
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POTENTIAL CUST.: <= 90  z=9.078-0.5*x+3.95*y+0.026*x*x-0.401*x*y+1.878*y*y
POTENTIAL CUST.: > 90  z=0.171+0.441*x-0.869*y-4.722e-4*x*x-0.004*x*y+0.051*
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